How to drive cross sell revenue from M&A in the Insurance and Employee
Beneﬁts industry
makepositive consolidated three CRM solutions for the Personal Group to improve customer insights and operational eﬃciencies.

Challenge

Beneﬁts

• Separate orgs for diﬀerent brands
• Disparate systems and conﬂicting data
• Engagement with current Salesforce org was low

• Migration of business units has enabled quicker insights into
sales activities
• Cost eﬃciencies due to having one system, but more importantly
being able to drive insights from single customer view will
enhance upsell, cross sell and customer experience.

Solution
• Strategic implementation of Sales Cloud, consolidating 3 business systems
onto 1 Salesforce org
• New processes brought in to facilitate insights into customers product portfolios
• DocuSign Gen was installed and conﬁgured to minimise oﬄine activities
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makepositive is a multi-award winning Salesforce Platinum Consulting Partner with more than 1500 successful project deliveries to date. With over 160 Salesforce experts,
makepositive has experience across the entire Salesforce platform, including Sales Cloud, Service Cloud, Community Cloud, Marketing Cloud, Field Service Lightning,
Quote to Cash, Pardot, MuleSoft and Einstein Analytics. The company also has a dedicated Experience Design and Managed Services team. A two-time winner of the
Salesforce Award for Innovation, makepositive puts customer success front and centre.
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About makepositive
makepositive is a multi-award-winning Platinum Salesforce consulting partner with more than 1,200
1500 successful project deliveries to date. With over 160 Salesforce experts, makepositive has
experience across the entire Salesforce platform, including Sales Cloud, Service Cloud, Community Cloud, Platform, Marketing Cloud, Field Service Lightning, Quote to Cash, Pardot and
Einstein Analytics. The company also has a dedicated Experience Design & Managed Services team. A two-time winner of the Salesforce Partner Award for Innovation, makepositive puts
customer success front and centre.
For more information, please visit https://makepositive.com/
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